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QUEST CHAPTER ONE TRANSCRIPTS
Chapter One: Doing Business Internationally 

Part Two: Everyday English

Doing Business Overseas 

Listening

A. Listening for the Main Idea. 

Victor: . . . that was the first time I ever even left the country . . . Man, I had a great time!

Tanya: Did you visit any ruins?

Victor: Yeah, I spent a few days exploring the Mayan ruins.

Jennifer: I remember going to Germany a few years ago. I was amazed at how strange things seemed, even though I speak German, and all.

Victor: Yeah, it's more than the language, though. In Mexico, there are a lot of little things, like, like going to the bank or, or buying fruit at a market, you know, that , well, if you don't know the culture that well, can be pretty challenging.

Tanya: Yeah, that reminds me of when I was in France last summer. I went 

to the bank to exchange some cash, and there were no lines. You had to get up to the counter real fast and get the teller's attention before anyone else did. Man, that gave me a headache!

Victor: Well, the trouble I had was negotiating stuff at the market - 

you know, like, little trinkets and presents for friends and family back home.

Jennifer: Oh, yeah, you're not supposed to pay the asking price, right?

Victor: Right. But even though I'm fluent in Spanish, I didn't know HOW to 

bargain - I never did it before. I always thought that I was paying too much.

Jennifer: It's just a game. Like playing poker, but I guess if you don't 

know the rules, it can be kinda tough.

Victor: Yeah, and the rules change depending on what country 

you're in.

Tanya: Yeah, 'cause you sure can't bargain for trinkets in a store in the 

U.S. . . .

Jennifer: But you CAN at a flea market, right?

Victor: I dunno . . .

Tanya: Yeah, you can. And you can also bargain for new cars, didja know that?

Jennifer: Yeah. . .

Victor: [With surprise.] No. . .

Tanya: Yeah, I watched my father do it last fall. He and the salesman went back and forth for about an hour. Each time my dad proposed something, the salesman went into his boss's office, like they were consulting. 

Jennifer: He was probably just having a cup of coffee. . .

Victor: So did your dad get the car at the price he wanted?

Tanya: Yeah, no problem. They had to get rid of the car anyway, and my dad knew it - that's the key. They were probably gonna sell it at the price he wanted anyway, they just had to go through the ritual...

Victor: [Thoughtfully.] I wonder how big corporations do 

business overseas . . . 

Tanya: Oh darn! It's getting late. I'm gonna hafta turn in.

Jennifer: What, and leave us here to ponder the mysteries of big business?

Victor: Actually [looking at watch], I should be going home. I've gotta get 

up early tomorrow.

All: Bye! 

B. Listening for Examples. 

Victor: Yeah, it's more than the language, though. In, in Mexico, there are a lot of little things, like, like going to the bank or buying fruit at a market, you know that, well if you don't know the culture that well, can be pretty challenging. 

Tanya: Yeah, that reminds me of when I went to France last summer. I went to the bank to exchange some cash, and there were no lines. You had to get up to the counter real fast and get the teller's attention before anyone else did. Man, that gave me a headache!

Victor: Well, the trouble I had was negotiating stuff at the market - 

you know, like, little trinkets and presents for friends and family back home.

Jennifer: Oh, yeah, you're not supposed to pay the asking price, right?

Victor: Right. But even though I'm fluent in Spanish, I didn't know HOW to 

bargain - I never did it before. I always felt like I was paying too much. 

C. Listening for Details. 

Jennifer: It's just a game. Like playing poker, but I guess if you don't know the rules, it can be kinda tough.

Victor: Yeah, and the rules change depending on what country you're in.

Tanya: Yeah, cause you sure can't bargain for trinkets in a store in the U.S. . . .

Jennifer: But you CAN at a flea market, right?

Victor: I dunno . . .

Tanya: Yeah, you can. You can also bargain for new cars, didja know that?

Jennifer: Yeah. . .

Victor: [With surprise.] No. . . 

D. Listening to an Anecdote.

Tanya: Yeah, you can. You can also bargain for new cars, didja know that?

Jennifer: Yeah. . .

Victor: [With surprise.] No. . .

Tanya: Yeah, I watched my dad do that last fall. He and the salesman went 

back and forth for about an hour. Each time my dad proposed something, the salesman would go into his boss's office, like they were consulting. 

Jennifer: He was probably just having a cup of coffee. . .

Victor: So did your dad get the car at the price he wanted?

Tanya: Yeah, no problem. They had to get rid of the car anyway, and my dad knew it - that's the key. They were probably gonna sell it at the price he wanted anyway, they just had to go through the ritual... 

Part Three: The Mechanics of Listening and Speaking

A. Practice. 

1. 

A: I heard a great lecture about negotiating in Japan.

B: _______________________________________

2. 

A: I saw a samurai movie last night. 

B: _______________________________________

3. 

A: I had a hard time at a bank in Paris.

B: _______________________________________

4. 

A: My host looked embarrassed when I talked about politics. 

B: _______________________________________

5. 

A: I had a nice conversation with an older woman at a bus stop.

B: _______________________________________ 

C. Practice. 

Note: R means that there should be a rising intonation on the tag question; F indicates a falling intonation

1. Tanya's majoring in business, isn't she? R

2. Jennifer doesn't speak Spanish, does she? R

3. You like working overseas, don't you? F

4. The professor doesn't speak very clearly, does he? F

5. You've been to France, haven't you? F

6. Victor hasn't seen the ruins yet, has he? F 

E. Practice. 

A. You like studying English, don't you?

You:

2. 

A: You've been working hard, right?

You: 

3. 

A: You're majoring in business. Isn't that true? 

You: 

4. 

A: You speak Japanese, don't you? 

You: 

5. 

A: You like to make small talk, don't you? 

You: 

6. 

A: You're studying Italian, right?

You: 

F. Practice. 

A: Do you wanna try bargaining in the market? 

B: You mean you're not supposta pay the asking price?

A: No way! You hafta know the rules of the culture. C'mon. . . let's try it!

B: Uh . . . I'm not sure. . .

A: Are you afraid? Well I'm not! I'm gonna give it a try. 

Review: Language Functions

Asking for Confirmation and Confirming Understanding

Jennifer: Oh, yeah, you're not supposed to pay the asking price, right?

Victor: Right.

Jennifer: Oh, yeah, you're not supposed to pay the asking price, are 

you?

Victor: No, you're not.

Jennifer: Oh, yeah, you're not supposed to pay the asking price. Isn't that right?

Victor: That's right.

Jennifer: Oh, yeah, you're not supposed to pay the asking price. Isn't that true?

Victor: Yeah, that's true. 

Part Four: Broadcast English

Global Business Ethics

Listening 

A. Listening for the Main Idea. 

George Lewinsky: At the foreign desk in San Francisco, I'm George Lewinsky. 

Does global business need a global set of ethics? As corporations do more and more of their business overseas, will they be at a disadvantage if they play by the rules? And are there a set of rules that everyone obeys? The U.S. Commerce Department charges that American companies lose billions of dollars each year in contracts because foreign competitors unscrupulously offer commissions or consultant fees and other sweeteners to help push negotiations along in global markets. While 86 percent of American companies have codes of conduct, for example, less than 30 percent of Japanese firms do. German companies aren't bound by the same laws against bribe-giving U.S. companies are. In Tokyo last weekend, 200 business ethicists met for their first world conference. Marketplace's Jocelyn Ford reports.

Jocelyn Ford: When 200 of the world's experts on business ethics 

get together, some of the topics sound like Sunday sermons. For example, one speaker delivered a paper on the intimate intertwining of business, religion, and dialog. Another spoke on cultivating moral courage in business. Most experts seem to agree that international business would be much better off if participants simply followed the Golden Rule: Do unto others what you would have them do unto you. But when you sit down and talk about specifics, the ethicists don't always agree on what's right and wrong. Take for example bribery.

Hiwan Salim: Cultural factors do play a role here.

Jocelyn Ford: Hiwan Salim is one of Indonesia's leading experts on business ethics. 

Hiwan Salim: What may be considered a bribe in a, uh, a nation may not be considered a bribe in others. Or it may be the other case around.

JF: In Salim's eyes, paying a lobbyist in Washington isn't too different from paying an insider in the Indonesian government to help facilitate a project. James Spillane, a Jesuit priest and 20-year resident of Indonesia, who teaches business ethics at a regional university, is somewhat sympathetic with Salim.

James Spillane: Bribery is more difficult to define in Indonesia because, uh, personal relationships are very important in everything you do. Uhh, so gift giving is an accepted part of the culture and, uh, if you really want to do business with people, you have to try and become their friends, and gift-giving is part of the friendship relationship.

JF: So why should a U.S. company interested in operating in Indonesia do? This year, NYNEX entered a business alliance in Indonesia to install cellular phone systems. Before signing the deal, NYNEX vice president for ethics, Jacqueline Gates, said it took some precautions that have become standard business practice at the company.

Jacqueline Gates: We actually conduct an ethics risk-assessment as part of the due diligence process. Now we're not saying that we have to be exactly alike, because we also recognize the value of diversity and differences. But certainly if we identify a business partner, uhm, that, uh, has had scandal after scandal, and scandals that have not been addressed with, uhm, interventions to prevent them in the future, uh, we would walk away from a business deal. 

JF: Another concept that caused some trouble at the conference was the "F" word-what's considered fair in one country is sometimes considered unfair in another. For example, some Japanese at the conference considered it unfair that, on average, American CEOs rake in a hundred times more money that their employees. Even more unethical, said Professor Takaiwao, who teaches business ethics, is what happens when CEOs decide to cut costs.

Takaiwao: Layoff, you know, the custom of "layoff", you know, depends on the corporation's situation, you know, executives can fire or lay off you know, workers, uh, so easily. 

JF: The glue of the conference was the common concern that as 

international business opportunities expand, there's a greater need to identify common values. Kenneth Goodpastor is a professor at the University of St. Thomas in Minnesota. 

Kenneth There's a concern on the part of many, uh, business, uh,

Goodpastor: leaders that, uh, as business becomes increasingly global, uh, it is also increasingly, uh, experiencing uh, different business practices in different parts of the world and being challenged, uh, uh, by uh, other cultures as well as one's own culture about the appropriate forms of behavior, uh, when it comes to human rights and caring about the noneconomic effects of business, uh, in the community.

JF: Goodpastor said that getting together with business ethicists from around the world was a first step toward moving away from today's parochial view of what's right and wrong and toward a more universal approach. In Tokyo, this is Jocelyn Ford for Marketplace. 

B. Listening for Numerical Information. 

GL: American companies lose billions of dollars each year in contracts because foreign competitors unscrupulously offer commissions or consultant fees and other sweeteners to help push negotiations along in global markets. While 86 percent of American companies have codes of conduct, for example, less than 30 percent of Japanese firms do. German companies aren't bound by the same laws against bribe-giving U.S. companies are. In Tokyo last weekend, 200 business ethicists met for their first world conference. Marketplace's Jocelyn Ford reports.

JF: When 200 of the world's experts on business ethics get together, some of the topics sound like Sunday sermons. 

C. Listening for an Example. 

HS: What may be considered a bribe in a, uh, one nation may not be considered a bribe in others. Or it may be the other case around.

JF: In Salim's eyes, paying a lobbyist in Washington isn't too different from paying an insider in the Indonesian government to help facilitate a project. James Spillane, a Jesuit priest and 20-year resident of Indonesia, who teaches business ethics at a regional university, is somewhat sympathetic with Salim.

JS: Bribery is more difficult to define in Indonesia because, uhm, 

personal relationships are very important in everything you do. Uhh, so gift giving is an accepted part of the culture and, uh, if you really want to do business with people, you have to try and become their friends, and gift-giving is part of the friendship relationship. 

JF: Another concept that caused some trouble at the conference was the "F" word-what's considered fair in one country is sometimes considered unfair in another. For example, some Japanese at the conference considered it unfair that, on average, American CEOs rake in a hundred times more money that their employees. 

Part Five: Academic English

Ethics and Doing Business Internationally

Listening 

A. Listening for the Main Idea. 

Ethics and Doing Business Internationally 

Lecturer: Culture is the set of beliefs and values that the members of a particular society share. A country's culture includes the primary beliefs and practices that define socially acceptable behavior in that particular country. In spite of such things as widespread global travel and the emergence of huge multinational organizations, the world remains far from homogeneous. Uh, many different cultures exist in the world today. Therefore, there are differences in socially acceptable business behavior throughout the world. Uhm, there are several ways in which business behavior varies from culture to culture. 

Now, saying "No" is one area of difference. In some countries it is socially unacceptable to say "No", even when that is the ultimate answer. Uh, Japanese businesspersons rarely say no to each other or to businesspeople from other countries. This can result in prolonged discussions, until the other party finally realizes the answer is truly negative, and they state it. Then the Japanese businessperson can agree by saying, "Yes", and negotiations can resume. 

Americans, however, value decisiveness. The quicker an American can arrive at a decision and move on, the more effective he or she feels. So, Americans will say "No" rather quickly. This can offend people in cultures where stating "No" is undesirable. 

Personal distance-uhm, how close people stand to each other when they talk-also varies from culture to culture. In some countries business people tend to move physically closer to each other as they become more familiar with each other. Uhm, frequently, when two business people move closer physically, it indicates they are also coming closer together in their business negotiations. Uhm, businesspeople in Japan and some Latin American countries like to stand close together as they talk. These people partially judge how close they are to agreement in their business negotiations by how physically close they are standing or sitting next to each other. 

Now, Americans, on the other hand, do not want other people invading their personal space. This is especially important to American men. If an American businessman were negotiating with a Japanese man, and the Japanese man began to move toward the American, the American would most likely begin to back away. This could result in both the men becoming suspicious of each other, and it could result in poor communications between them. 

Now, business cards also have different significance in various cultures. Um, in Japan, exchanging business cards is an important ritual. The most important people at a business gathering exchange business cards first. The managers study each other's cards, carefully noting every detail on the card. It may take two people ten or fifteen minutes to exchange business cards, discuss each other's qualifications and experience, answer questions and compliment each other. 

Now, American businesspeople tend to collect business cards. Americans view the information on business cards as important to have in their possession, but not important to know. They accept the cards quickly, and in a process that takes only two or three seconds, frequently put them into a coat pocket with just a glance. They then take the cards from the coat pocket, later, back at the office, and examine them in greater detail. 

Now, finally, what one culture feels is ethical behavior, another culture may consider unethical. For example, within the United States, bribes are both unethical and illegal. People who offer and accept bribes can be charged with criminal activity, and can be jailed for these crimes. Uh, companies whose employees are caught paying bribes can be fined large amounts of money. 

Other countries have different attitudes toward what would be considered bribes in the U.S. In Europe, for example, "business gifts" are a more acceptable part of conducting business, but the details of what is and isn't acceptable vary from country to country within Europe. Um, for example, in Spain, bribes are a regular part of doing business. While bribes are illegal, in the eyes of the law nothing takes place. Now, on the other hand, in Germany, people who pay bribes to conduct business can deduct the amounts from their income taxes. In Russia, bribes are a necessary expense in dealing with most business organizations. In addition, bribes and personal connections are necessary in order to do business with the government in Russia. 

Now, as we've seen in the case of bribery, some unethical behavior can also be illegal. In such situations, employees must be aware of what is and is not acceptable behavior. Other ethically unacceptable behavior, while not illegal, may be offensive. Uh, organizations have developed ways to help their employees cope with the many different cultural practices and beliefs. 

First, in order to avoid confusion, an organization might clearly state, in writing, what types of behavior are and are not ethically acceptable in that particular organization. This uh, so-called "code of ethics" can serve as a guideline to employees, eliminating much confusion over what specific types of behavior are and are not acceptable in that particular organization. 

Um, a second way in which organizations promote ethically acceptable behavior is to encourage workers to report unethical behavior in their organizations. Uhm, in the United States, many states have "whistle-blower" laws to prevent organizations from terminating or discriminating against employees who report unethical behavior. Many organizations have toll-free numbers where employees can report unethical behavior anonymously, thereby protecting their identity. 

A third way in which organizations deal with ethically important issues is to train employees to be aware of such concerns. Uhm, in many organizations, this is a part of the on-going training of employees in acceptable business practices. For example, a firm that has a large, international sales force might conduct "how-to" training sessions on uh, shaking hands, uh, exchanging business cards, uh, properly addressing men and women in other societies and other ethically-important issues that salespersons might encounter in their everyday jobs. 

Um, another example of organizations in the United States attempting to promote ethically acceptable behavior on the part of their employees is sexual harassment training. Many companies conduct training sessions to show employees what types of behavior are and are not acceptable. They um, offer these sessions to both new and continuing employees. Companies can require employees who violate a company's code of ethics to attend more training and counseling. Uh, in severe cases, companies can terminate these employees. 

Now, the fourth way organizations can encourage ethical behavior is to make certain that senior managers in the organization behave in an ethically acceptable manner. Nothing undermines a written code of ethics more than a senior-level manager who openly engages in ethically unacceptable behavior. Soon employees realize that the code of ethics is for show only, and is not something to be taken seriously. 

The fifth and final method used in organizations that operate in multiple cultures is to think global and act local. Using this approach, companies can um, incorporate many of the ideas and procedures that are useful in the rest of the world, while at the same time remaining sensitive to the values of the local culture. Many large international companies use this approach to incorporate effective business practices used in other parts of the world, while at the same time retaining sensitivity to the ethical issues of the local country. 

B. Listening for the Meaning of New Words and Expressions. 

1. Culture is the set of beliefs and values that the members of a 

particular society share.

Personal distance-um, how close people stand to each other when they 

talk-also varies from culture to culture. 

C. Taking Notes: Using an Outline. 

Use the script for Exercise A. 

D. Taking Notes: Listening for Differences.

Use the script for Exercise A. 

